HOW WOULD YOU LIKE 
AN UNLIMITED AMOUNT 
OF PROSPECTS?? 


Offer Small Employers of one or more ex- 
tremely competitive group programs 


1. Group Health Insurance Program for employer 
firms of 1 or more. Guaranteed issue for 3 or more 
lives. Comprehensive Plan with no in-hospital 
deductible and a maximum benefit of $250,000 with 
100% payment after $5,000. This program can be 
used for associations with guaranteed issue for all 
members. $5,000 minimum life insurance required 
with each certificate. For associations, we can guar 
antee issue up to $20,000. Over ten lives, we offer a 
base plus plan with level premium for all ages with 
competitive rates lower than normal group quotes. Top 
commissions and fast issue 

2.Guaranteed Issue Group Long Term Disability inte 
grated plan up to $1,500 a month. Sickness and 
accident to age 65 with a 90-day waiting period 
Minimum | life. Top level commissions 

3. Group Dental Program for firms of one or more 
Usual, reasonable, and customary schedule with 
maximum annual benefit of $1,000. Plan pays 80% of 
UCR. first year, 90% second year, and 100% third 
year. Annual deductible of $35.00. Orthodonture 
covered on scheduled basis after 24 months. This plan 
can also be written for associations with no 
participation requirements. Guaranteed issue. Top 
COMMISSIONS 

4. Guaranteed Issue Group Term Life Insurance. 5 — 
9 lives $15,000, 10 — 24 lives $25,000, 25 lives and 
over $50,000. Top level commissions 

5. Group Legal Program for firms with one or more 
employees. Also for associations with no minimum 
participation. Maximum annual benefit $2,000 per 
family member. Covers all types of legal fees including 
civil and criminal. Hottest new product with top level 
commissions 

6. $50,000 Guaranteed Issue Graded Death Benefit 
Ordinary Life for individuals for any business case 
Requires active employment last 5 years. $25,000 
Guaranteed Issue in all other cases. Ordinary 
commissions 

7. Wholesale and Group Term Life for associations 
$100,000 non-medical to age 65. Short form 
application. All substandards guaranteed a graded 
death benefit policy for $10,000 at same rates. Rates 
at age 35 — $2.68 per/M annually. Top level 
COMMISSIONS 

8. Guaranteed Issue of $25,000 Ordinary Life for 3 or 
more lives on any pension case. Standard rates. Top 
ordinary Commission 


We are a nationwide marketing company and general 
agents for many companies 


We offer ground floor opportunities nationwide for 
agents, general agents, state and regional directors 
and group administrators. Top Commissions 


POouanaassaeeseeesereneresy 


AMERICAN INTERSTATE 
GROUP ADMINISTRATORS, INC. 


' 
' 
' 
4850 Street Road, Trevose, Pa. 19047 : 
Yes, I'm Interested } 
Agent ; 
LJGen. Agent ($100,000 Minimum Annual Premiums) § 
State Dir. ($250,000 Minimum Annual Premiums) . 
egional Dir. ($500,000 Annual Premiums) 1 
' 
' 
' 
' 
' 
' 
' 
' 
' 
' 
' 
Jd 


JO000 


R 
Gp. Administrator ($1,000,000 Annual Premiums) 


—— oe oe oe ee ee ee ee ee ee ee 
r 


: Name 
{ Address 
: City State zip 


§ Work Phone 
' Area Code 


bees eeeeeeseeeseeeeeeeseca 


64 











INFORMATION RETRIEVAL INDEX 
January-June, 1974 








100.00 ACCIDENT & HEALTH 
INSURANCE (INDIVIDUAL) 
.03 Income Replacement/Disabil- 
ity Income 
“Disability Insurance—A Door Open- 
er’’—Goldstein, March, p. 54 
“Picking Up the Change”—Handler, 
May, p. 26 
400.00 ADVERTISING/PUBLIC 
RELATIONS 
“Financial-Services Conglomerate 
Opens New Avenues to Business- 
men”—Harper, Feb., p. 40 
“Agents Can Make or Break Ad Cam- 
paign”—Kent, March, p. 7 
.04 Personal Public Relations 
“Surrounded by Professionals’’— 
Boone, June, p. 36 
600.00 AGENT AS A 
BUSINESSMAN 
“How to Become a Life-Insurance- 
Agent Businessman’’—Doyle, 
June, p. 46 
.05 Forms of Doing Business 
“Coordinated Financial Planning for 
2,000 Clients’—Dell, Jan., p. 26 
‘*Financial-Services Conglomerate 
Opens New Avenues to Business- 
men’’—Harper, Feb., p. 40 
Partnership Has Turned to 
the Brokerage-Firm Concept”— 
Moulton, April, p. 60 
“Is the Agency System Passé?”— 
Roberson, June, p. 22 
1000.00 ASSOCIATIONS 
“A List of Educational Opportunities 
for Life Insurance Agents”—Al- 
bright, April, p. 67 
“Five Million Dollar Club’s First 
Meeting; MDRT Volume _ In- 
Kent, June, p. 7 


“Our 


crease” 
01 AALU 
“Hart Outlines “Truth in Life Insur- 
ance’ Legislation’—Kent, April, 

p. 7 





1200.00 BENEFICIARIES 
“The Open Option”—Gallico, March, 
p. 47 
1400.00 BUSINESS INSURANCE 
“Business Insurance by Accident”— 
Marshall, Jan., p. 16 
“A System for Selling Business Own- 
ers”—Maloney, Jan., p. 36 
“A Tale of Two Professionals” — 
Moody, April, p. 48 
“Picking Up the Change”’—Handler, 
May, p. 26 
“Understanding Inventory Control 
Gains Executive’s Confidence” 
—Gadsby, June, p. 26 
.011 Employee Buy-Outs 
“Paying Premiums With Profit-Shar- 
ing Dollars’"—de la Villesbret, 
Jan., p. 32 
1900.00 COMPETITION 
“Life Insurance Competition Is Dif- 
ferent”’—Cooley, Jan., p. 11 
“The ‘Difference’ Doesn’t Make Any” 
—Cooley, May, p. 12 
2000.00 COMPUTERS 
“Cost-Free Deferred Compensation” 
—Goldstein, Feb., p. 21 
2400.00 EMPLOYEE BENEFITS & 
EXECUTIVE COMPENSATION 
.06 Communication 
“Do You Know What Your Fringe 
Benefits Are?’”—Kwarciak, June, 
p. 20 
.07 Deferred Compensation 
“Cost-Free Deferred Compensation” 
—Goldstein, Feb., p. 21 
2500.00 ESTATE PLANNING 
“Changes After the Plan”—Schick, 
Jan., p. 52 
“Estate Planning for the Less-Than- 
Wealthy Client’’—Lermayer, 
March, p. 36 
“The Psychology of Estate Planning” 
—Schick, March, p. 60 
“Financial Engineering’—Woodbury, 
May, p. 61 
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May, p. 26 
“Understanding Inventory Control 
Gains Executive’s Confidence” 
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.011 Employee Buy-Outs 
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p. 20 
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“Changes After the Plan”—Schick, 
Jan., p. 52 
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March, p. 36 
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—Schick, March, p. 60 
“Financial Engineering’—Woodbury, 
May, p. 61 
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“Estate Planning for 

Schick, May, p. 68 
.01 Administration of Estate 

“Executors’ and Attorneys’ Fees and 
Responsibilities’"—-Schick, Feb., 
p. 46 

.04 Capital Transfer 

“A Tax-Free Gift for a Very Special 
Grandchild”—-Cooley, April, p. 
10 

“The Hazards of Joint Ownership’— 
Schick, April, p. 70 

2800.00 FORM LETTERS 

“Business Insurance by Accident”— 
Marshall, Jan., p. 16 

“Escaping From a Production Pla- 
teau”—Endres, May, p. 22 

3300.00 GROUP INSURANCE 

“Group Sales Have Been the Key to 
My Surviving the Generation 
Gap”—Adams, April, p. 20 

3900.00 INTERVIEW TECHNIQUES 

“The First 60 Seconds (With Digres- 
sions )”—Cooley, March, p. 12 

“The Sins of a Successful Salesman” 
—Gay, Feb., p. 24 

“Hello, San Diego. This Is Boston 
Calling”—Richard, April, p. 27 

“400 Clients in the Medical Market” 
—Hall, May, p. 32 


Women’ — 


“Something Old, Something New’— 
Elliott, May, p. 40 
“Lives Insure the Future”’—Groth, 
May, p. 48 
“Understanding Inventory Control 
Gains Executive’s Confidence” 
—Gadsby, June, p. 26 
.02 Approach 
“The Open Option”—Gallico, March, 
p. 47 
“A Hard-Work Approach Pays Off” 
—Antman, June, p. 48 
.05 Fact Finding 
“My Questions Uncover Problems”— 
Avant, March, p. 32 
“Looking for Needs—Present and Fu- 
ture”—Cozart, March, p. 42 
‘‘Gathering Data—Specifically”"— 
—Cooley, June, p. 14 
.06 Meeting Objections 
“Looking for Needs—Present and Fu- 
ture”—Cozart, March, p. 42 
“Let’s Get to Work!”—Kohn, April, 
p. 52 
“Life Insurance as Property”—Scott, 
June, p. 54 
4200.00 JUVENILE INSURANCE 
“A Tax-Free Gift for a Very Special 
Grandchild”—Cooley, April, p. 
10 


When someone is 
counting on you... 


4400.09 LIFE INSURANCE 

“A Look at What’s Ahead”—Kent, 
Jan., p. 7 

“Hart Outlines ‘Truth in Life Insur- 
ance’ Legislation”’—Kent, April, 
7 

01 As a career 

“The Flying Dutchman of Madison 
Avenue”—Gerritse, Jan., p. 20 

“Agent Retention—a Game of ‘What 
If... ? ”—Kent, Feb., p. 7 

“Reflections on Agents’ Compensa- 
tion”—Cooley, Feb., p. 18 

“Only One Choice for a Rookie”— 
Hupp, March, p. 51 

“A List of Educational Opportunities 
for Life Insurance Agents”—Al- 
bright, April, p. 67 

“It's Great Being an Insurance Wom- 
an”—Williams, May, p. 36 

“Is the Agency System Passé?”— 
Roberson, June, p. 22 

02 As an investment 

“Life Insurance as Property”—Scott, 
June, p. 54 

4900.00 MORTGAGE INSURANCE 

“Mortgage Prospecting Leads to Estate 
Insurance”—Greenwell, Feb., p. 
38 

5000.00 MOTIVATION /INSPIRA- 


count on insurance! 


COF provides a variety of adult and juvenile plans 
thoughtfully prepared for the entire contemporary 
Catholic family. The Catholic Order of Foresters has competitive 
General Agent and Agent contracts available right 
now! 


The Catholic Order of Foresters meets all your 
insurance needs. Insure financial security for your 
entire family. Opportunities in 28 states including New England, 
Midwest and West Coast. A wide variety of life 
insurance plans to meet every family. or individual 
need. 


Call John R. Flesch at (312) 372-2615. Call collect 
and refer to this ad: 


The COF offers fraternal benefits to your family: 


Orphan Benefit Program—Insuring the care, main- 
tainance and education of children orphaned by 
the death of both parents 


Scholarship Program—Ten college scholarships 
annually awarded to eligible secondary school 
seniors Catholic Order of Foresters 
305 West Madison Street 


Chicago, Illinois 60606 


HOUC 
ORDER of 
ORESTERS 


Youth Program—Annual Youth Poster and Photo 
Contests; Ranger and Rangerette Programs 





“A Well-Worn 


“Perception—lIts 


TION/POWER PHRASES 


“A Common Disaster—Case 3’’—Je- 


rome, Jan., p. 24 


“A Common Disaster—Case 4”°—Je- 


rome, Feb., p. 36 


“A Common Disaster—Case 5”—Je- 


rome, March, p. 58 
Bill” — 


Two-Dollar 
—Dahl, April, p. 32 


“Let’s Get to Work!”—Kohn, April, 


p. 52 

.02 Psychology 

Importance in the 
-Price, March, 


Sales Process”- 


p. 25 


5400.00 PENSIONS 
“Joint Work in the Pension and Profit- 
Sharing Field”’—Johnson, April, 
p. 64 
“Pensions Are Not Just for the 
Wealthy”—Morse, May, p. 54 
5600.00 PERSONAL AND OFFICE 
EFFICIENCY 
“I/R—A System Designed for You” 
—Oliver, Feb., p. 30 
.02 Prospecting & Sales Proce- 
dures 
“The Combination Agent Is Alive and 
Well”—Miranda, April, p. 44 
.05 Personnel & Procedures 
“A Personal Secretary Can Help You” 








Wed like 
to join 
your team 


lf you’re an aggressive, suc- 
cessful insurance sales man 
or woman we'd like to be part 
of your team. We have attrac- 
tive General Agency opportu- 
nities for anyone who wants 
to lead an expanded insur- 
ance program, who wants im- 
mediate high income and a 
chance to grow with a solid, 
growth-minded company. 
We've been in this business 
for over 50 years and if we’ve 


aA BALA) AY 


learned one thing it’s that 
good insurance salesmen are 
hard to come by and we’ve 
grown very well by latching on 
to a lot of good ones and let- 
ting them carry us where we 
are today. May we borrow 
your coat-tails? 


W. R. Stewart, Senior Vice- 
President of Marketing, 
National Reserve Life insurance 
Company, 419 West 29th Street 
Topeka, Kansas 66611 


NATIONAL RESERVE LIFE 


TOPEKA, KANSAS 


SIOUX FALLS, S. DAKOTA 


An Equa! Employment Opportunity Employer 





—Smith, April, p. 24 
.07 Policyholder Service 
“My Sales Are Not a One-Way Street” 
—Friesen, June, p. 42 
5800.00 PROFESSIONAL 
ASSOCIATIONS AND 
CORPORATIONS 
“A Tale of Two Professionals”’— 
Moody, April, p. 48 
5900.00 PROFIT SHARING 
“Joint Work in the Pension and Profit- 
Sharing Field”—Johnson, April, 
p. 64 
02 Life Insurance 
“Paying Premiums With Profit-Shar- 
ing Dollars’—de la_ Villesbret, 
Jan., p. 32 
6000.00 PROSPECTING 
“I ‘Higher Prospected’ Myself Out of 
Business”—Sheppard, Jan., p. 14 
“Prospecting Can Be Good for the 
Community”—Bice, Jan., p. 30 
“Prerequisites for Success’—Funk, 
April, p. 40 
“Finding My ‘Natural’ 
Ferra, April, p. 56 
“My Wheel Approach Leads to Big 
Cases”—Kagan, May, p. 20 
“Escaping From a Production Plateau” 
—Endres, May, p. 22 
“400 Clients in the Medical Market” 
—Hall, May, p. 32 
“Four Sources of 
May, p. 58 
“A Road Map to Prospecting, USA” 
—Pappas, June, p. 32 
6600.00 SETTLEMENT OPTIONS 
“Estate Planning for the Less-Than- 
Wealthy Client’’—Lermayer, 
March, p. 36 
“The Open Option”—Gallico, March, 
p. 47 
7100.00 SUBSCRIPTION SERVICES 
“A List of Educational Opportunities 
for Life Insurance Agents”—Al- 
bright, April, p. 67 
7600.00 TECHNIQUE (“IDEA”) 
BOOK 
.02 Personal Technique Book 
“Idea Book Finds Prospect’s Interests” 
—Gibbs, June, p. 50 
7700.00 TERM INSURANCE 
.01 Conversion 
“Term Conversions—Money in My 
Pocket”—Phares, Feb., p. 29 
7800.00 THIRD-PARTY 
INFLUENCE 
.02 Centers 
“My Wheel Approach Leads to Big 
Cases”—Kagan, May, p. 20 
8600.00 WOMEN 
“Estate Planning for Women”— 
Schick, May, p. 68 7" 


Market” 


Sales”—Batten, 
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JULY-DECEMBER, 1974 














100.00 ACCIDENT & HEALTH IN- 
SURANCE (INDIVIDUAL) 
inal Expenses Can Be Catastrophic” 
Grayer, Oct., p. 48 
100.00 ADVERTISING/ PUBLIC RE- 
JATIONS 
)4 maka Public Relations 
. sJecome What You Think 
ut’ "—Cubeil, July, p. 60 
Beginning in the Sunshine 
State’”—-Layman, Sept., p. 48 
(00.00 AGENT AS A BUSINESS- 
sccome What You Think 
ut’ “—Cubell, July, p. 60 
“orms of Doing Business 


rm 


rm”—Boone, July 
1 My Ful 


,p. 48 
Potential Through 
’actnership’—Lubeck, July, p. 


-sanization of Spectalists” 


Dignam, Sept., p. 64 
{ATIONS 
3 American Society of CLU 


iow ASSOC 


“The MDRT—A Changing Organiza- 

tion”—Kent, Aug., p. 7 
09NALU 

“NALU Convention: Overview of As- 
sociation” —Kent, Oct., fr 7 

1400.00 BUSINESS INSURANCE 

“A New Dimension for the Agent's 
\rsenal’”—Dick, Julv, p. 20 

“A Letter That Gets Business Appoint- 
ments’—Stein, Aug., p. 26 

“Access, Credibility and Benefits in 


Business Market’”—Carney, Sept., 


p. 26 
‘A Gradual Move Into the Business 
Market”—Slimowitz, Sept., p. 34 
“CASH Produces Cash” — 
Oct... p. 6b 
“A Simple Work Sheet Leads to Mil- 
lions in the Business Market”— 
Scharff, Nov., p. 20 
fell Me About Your 
"—~Meldrum, Nov., p. 


Barnes, 


[r. Prospect, 
Business’ 
44 


01 Buy-Sell 


“What to 


“A Collection of 


Goodenough, Aug., 
“Put It in Writing!” 
Nov., p. 58 
2400.00 EMPLOYEE BENEFITS & 
EXECUTIVE COMPENSA- 
TION 
‘*Total Dollar’ Concept for Stock- 
holder-Employees” — Jacobs, 
Nov., p. 34 
18 Salary Savings 
“How I Sell Payroll-Deduction Plans 
to Small and Medium-Sized Com- 
panies”—Shearon, Dec., p. 32 
19 Split Dollar 
“A Letter That Gets Business Appoint- 
ments”—Stein, Aug., p. 26 
“Split Dollar Revisited”—de la Villes- 
bret, Oct., p. 36 
2500.00 ESTATE PLANNING 
The Role of Estate Size in Planning” 
—Schtck, July, p. 67 
“Planning 


p. 36 
—Schoenfeld, 


Problems—Impossibdle or 
Easy to Solve?”—Schick, Aug., 
p. 50 
“Thoughts About the Shoemaker’s 
Children”——Schick, Sept., p. 72 
“The Team Concept’—Schick, Oct.. 
p. 76 
Look for in Estate Plan- 
ning’—Schick, Nov., p. 68 
Estate-Planning 
Cases”—Schick, Dec., p. 62 


2600.00 FACT SHEET 
“A Simple Work Sheet Leads to Mil- 


lions in the Business Market”— 
Scharff, Nov., p. 20 


nerican Society of CLU Annual “An 
-ting/ Forum”—Kent, Nov., p. 


Uncomplicated .03 Personal Fact Sheet 
“A Detailed Factfinding Procedure’— 


Knowlton, Aug., p. 28 


Stock-Purchase 
interview”—Cooley, Dec., p. 14 
1800.00 COMMUNICATIONS 


7 MDRT “Overcoming the Language Barrie 


r’— (Continued on page 54) 
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